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NEW PACKAGE POLICY 
CUTS HOME INSURANCE COSTS 


UP TO 20% 


North America’s Homeowners Policy combines the protection of 


4. separate policies ...is simple, more convenient 


This single policy, offered by America’s oldest 
stock fire and marine insurance company, gives 
you essential protection for your home—yet its 
cost is considerably lesa than that of the 4 
policies it replaces. In most cases, this saving 
amounts to 20%. 


HERE IS THE PROTECTION YOU GET WITH 
THE HOMEOWNERS POLICY: 


1. FIRE and Extended Coverage on Your 
Dwelling. 


2. FIRE and Extended Coverage on Your 
Household Furniture and other personal posses- 
sions, including protection away from home. 


Extended coverage includes: 


®@ Lightning @ Hail © Windstorm @ Falling Aircraft 
®@ Explosion @ Riot © Smoke @ Vehicle Damage 
@ Vandalism and Malicious Mischief.* 

® Vehicle damage by insured’s own vehicle.* 

© Rupture of Steam or Hot Water Heating Systems.* 


® Freezing of plumbing, heating and air condition- 
ing systems and domestic appliances.* 
@ Fall of Trees.* 





Business accepted solely through Agents and Brokers 


ASSETS AND SURPLUS AS SHOWN IN THE 163xrpn ANNUAL REPORT 
Group Assets as at December 31, 1954 
Surplus to Policyholders as at December 31, 1954.......... $362,206,265 

*with securities at market value December 31, 1954 


INSURANCE COMPANY OF 


auteen ec Cola ehineesm $726,466,572* 


® Objects Falling (from the weight of ice, snow or 
sleet)* 


® Collapse of Building.* 
@ Landslide and Glass Breakage* 
* Subject to $25.00 deductible provision, 


3. THEFT (Burglary, Robbery, Theft), includ- 


ing protection away from your home. 


4. LIABILITY (protection against claims aud 
lawsuits arising from your home ownership, 
including sports and other personal activities; 
medical expenses of injured persons paid whether 
or not you are responsible.) 


Because the new Homeowners Policy replaces 
4 separate policies, you have only 1 premium to 
pay for this essential home protection, with this 
premium payable annually if desired. 


YOU NEED NOT WAIT until your present in- 
surance expires to benefit from this saving in 
insurance costs. Ask your agent or broker now 
about this economical, convenient method of 
insuring your property. 


NORTH AMERICA 


COMPANIES 
CANADIAN HEAD OFFICE — TORONTO 


FIRE 


MARINE 


- CASUALTY 


Service Offices throughout Canada 


INSURANCE COMPANY OF NORTH AMERICA 


INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY 
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’s Go Ed ! 

* 

Let’s Go Edmonton! 

° All roads lead to Edmonton in September. Realtors and 
their wives will be headed there to attend the 12th annual 

* conference of the Canadian Association of Real Estate Boards. 
And because the conference is so close, this issue of The 
Canadian Realtor is a special conference issue. We have 

’ even taken an impartial look at the matter of conferences 
and conventions and the result is an article ““Are Conventions 

* Worthwhile?” 

But whatever good is achieved at conventions (and we 

‘ believe a great deal is), the human and social side of conven- 
tion attending should not be overlooked. Real estate tends, 
in spite of the competition, to be a friendly business. It is 

a calling as unique in its way as medicine, or law. Realtors 
have a sense of kinship with each other. They are after all, 

* in the same boat economically. When the boat rocks so 
do they. 

* Owing to the very nature of the real estate business, 
realtors must all “hang together or hang separately.” For 
the development and trend of the real estate business here 

* in Canada points to the increasing co-operation between 
brokers and salesmen. 

* And there is no better way of establishing and cementing 
business relationships than attending conventions. Because 

* apart from the work shared, there are the social occasions 
that bind people together. 

* Conventions can not only be instructive, but they can 
also be fun. 

+ * * * * * * * * ee 
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Mr. J. A. Weber, president of 
the Canadian Association of Peal 
Estate Boards, is managir > dir- 
ector of Weber Bros., Edmonton. 











1955 Convention 


First of all, on behalf of the Convention Committee 
and the Eastern and Western Executives, I would like 
to express sincere thanks to the Calgary Real Estate 
Board for their generous contribution to the Conference, 
by way of sponsoring one of the luncheons. 


Similarly, the very generous offer of the Winnipeg 
Real Estate Board to sponsor a reception at the Con- 
vention, is very much appreciated indeed. My sincere 
personal thanks to all the members of both boards for 
their helpful and generous contribution. 


The work of the Convention Committee is con- 
tinuing and it is interesting to note, that registration 
and hotel reservations are beginning to come in, in 
considerable numbers. (Please bear in mind that this 
is being written on July 17th). 


Those planning to attend the convention are 
urged, if at all possible, to arrive in Edmonton on the 
Saturday prior to the Convention, as on Saturday and 
Sunday an interesting program of golf, city tours, 
dancing, etc., has been arranged. 


Members of the Eastern and Western Executive 
Committees are particularly reminded that a joint 
meeting of the two committees will be held Sunday 
morning, September 18th, commencing at 10.00 a.m. 
It is my sincere hope that we can have a one hundred 
per cent turn out for this meeting. All Regional Vice- 
Presidents are also urged to make every effort to arrive 
at the Convention in time to participate in this meeting. 

Some of the outstanding speakers at° the Conven- 
tion include Mr. C. Armel Nutter, Camden, New Jer- 
sey, who will be giving the Conference keynote address 
on Monday, September 19th at 10:45 A.M., on “What 
Organized Real Estate Can Do For You.” 

Monday afternoon commencing at 2:00 P.M., there 
will be an interesting commercial and industrial real 
estate panel, with Mr. James A. Lowden of Montreal, 
acting as Moderator. 

Tuesday morning at 10:00 A.M., we will be pri- 
vileged to have Mr. Sam Russell, of Denver, Colorado, 
speaking to us on “Residential Sales.” 

‘Tuesday Afternoon, at 2:00 P.M:, we will hear 
Mr. Abel Berland, of Chicago, IIl., speaking on “Com- 
mercial and Industrial Real Estate Sale.” 

Wednesday morning, commencing at 9:30, there 
will be a top rate residential sales panel, under the 
chairmanship of Mr. Ivan Robison of Calgary. 

These are just a few of the highlights of the Con- 
ference Program. 


Members of the Eastern and Western Executive 
Committee and the 1955 Regional Vice-Presidents, are 
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reminded that they should plan to stay over at the 
Conference for Thursday, September 22nd, to attend 
a meeting to be held that morning at 9:30 A.M. 


Chartered members of the Canadian Institute o: 
Realtors are reminded that they should plan to remai 
in Edmonton on Thursday, September 22nd, to take 
in the meeting scheduled for 2:15 P.M. that afternoon 
At this meeting the chartered members will elect the 
Officers and Governing Council of the Institute. This 
being the inaugural meeting it is important that, if a: 
all possible, all chartered members be present. 


Maritime Tour 


Vice-President Roy Patterson, during the month 
of June, made a very comprehensive tour of the Mar: 
time Boards. He visited Halifax-Dartmouth Rea! 
Estate Board, where he received a real welcome from 
Mr. Abe Sheffman, President, and Mr. J. Stuart Roy 
Regional Vice-President, and Mr. Kenneth A. Ross. 
secretary. He also visited the Moncton Board, where 
he was royally received by Blair Steeves, Regional! 
Vice-President John Ritcy and others. A visit was also 
made to St. John, where a new Board is now being 
formed. 


My thanks to Vice-President Roy, for his good work 
on this tour, and to Regional Vice-Presidents John 
Ritcey and J. Stuart Roy, for their very able assistance 
in arranging the tour. 


Membership 


It is a pleasure to report and welcome to the Cana- 
dian Association the Real Estate Board of Surrey, B.C., 
with approximately thirty members. My congratula- 
tions to Regional Vice-President Ivor Parry on the 
successful organizing of this Board. 


Membership Committee Chairman Don Koyl and 
his family are at the moment of writing, on an ex- 
tended holiday in the Eastern United States. 


Saskatchewan 


On June 24th your president attended the annual 
meeting of the Saskatchewan Association of Real 
Estate Boards, held in Saskatoon, under the chairman- 
ship of Past-President Gordon McCallum of Saska- 


toon, ably assisted by Regional Vice-President Don~ 


Koyl. The newly elected President is Mr. Ed Hudson 

of Moose Jaw. Good Luck, Ed, to you, and your 

executive, and every best wish for a successful year. 
mmm «=—Page 26 
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Osgoode Law School. 


im ; Shortill & Hodgkins Ltd., 


J. L. STEWART 


Your Appraisal Editor, J. L. Stewart is 
a graduate of Toronto University and 
He has studied 


Business Administration and Appraisal. 
Mr. Stewart is Appraisal manager at 
Toronto. 















Appraisal ee comes ae age 


The Appraisal Institute of Canada has lived through 
its childhood and adolescence and is growing rapidly 
to the full stature of an adult organization. 

It has grown from a confused handful of men in 
1937 and 1938 to an institute now numbering nearly 
800. 

From individual men, individually groping with 
the economics of real estate to a well organized body, 
with recognized methods and techniques — this is 
the story of the institute. 

It is impossible to find one single certain primary 
source, from whence the institute has come. The 
oldest source organization is the Farm Land Inspectors 
Association in Western Canada, which had held meet- 
ings and discussions for many years. Contributions 
were added by the American Society of Farm Man- 
of and Rural Appraisers, the American Institute 

#™of Real Estate Appraisers and, in Canada, The Mort- 
No doubt the real immediate 
cause of the joining of these contributing streams was 
the depressed real estate condition in the 1930s. 

Because of drought, low prices for both primary 
and manufactured products, and general economic 
disorder, well established ideas of values, prices, rents 
and other aspects of real estate were found to be 
untenantable and there was a groping by individuals 
and corporations for a more firm foundation for deal- 
ing with the economics of real estate. 

Out of this groping the Appraisal Institute of 
Canada came into being. 


Now truly national 


It seemed to many, that the choosing of the 
Institute name implying that it should be found 
throughout Canada, when in reality it was only found 
in a small group in Western Canada centered in Win- 
nipeg, was hardly short of presumption. Now the 
name is justified, as members and corporations are 
spread from coast to coast and the Institute is taking 
on a truly national characteristic. 

Actual formation of the Institute arose from a 
discussion at the annual meeting of the Land In- 
spectors Association in Winnipeg in 1937. A com- 
mittee was formed to study and organize a body that 
would lead to the study and improvement of real 
estate appraisal. An organization was envisaged that 


oO would develop and share information, educate, help 


and regulate its members and generally be formed 
on the lines of those of existing professions. 


A year of constant effort by many individuals and 
committees followed and early in 1938 the Institute 
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was formally organized with members throughout the 
western prairie provinces. 

At the time of organization, members were almost 
exclusively interested in farm real estate problems. 
This was natural, bearing in mind that the Farm 
Inspectors Group was the primary and antecedent 
group. Also because of this, the primary source of 
members was largely made up of Land Managers and 
men connected with the Mortgage Loan Companies 
rather than from the real estate fraternity. 


American help 


In its early days the Appraisal Institute drew 
heavily on the United States organizations which were 
then developing. As in Canada, U.S. groups de- 
veloped out of the farm land situation and farm ap- 
praisal and management, were their special fields. 
However, because of large populations and intensive 
city development in the U.S. the study of management 
and appraisal of urban property developed there at 
the same time as the farm study. 

Best known of the American groups were the 
American Institute of Real Estate Appraisers and the 
Society of Residential Appraisers in the urban field, 
and the American Society of Farm Managers and 
Rural Appraisers in the farm section. 

Initially, our Canadian institute received perhaps 
its greatest incentive and help from the American 
Society of Farm Managers and Rural Appraisers and 
especially from Mr. D. Howard Doane, who at that 
time was prominent in the United States organization. 
He and others came to Canada to present the latest 
thought on rural appraisal then existing, to demon- 
strate that appraisal need not be entirely haphazard 
and to stress that there were fundamental concepts 
of real estate economics capable of use in this field. 


Certainly the American groups already mentioned 
have made a great and unselfish contribution to the 
Canadian organization and it would not be an exag- 
geration to say that much of the success of the Ap- 
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The origins, aims and growth of the Appraisal Institute of 
Canada have been crystallized in this article prepared by Mr. 
W. B. McCutcheon. His associations with the institute have 
been strong and long. He was the first president and for 20 
years has had an interest in appraisal. 
degrees A.V.A., MALL, 


He has the appraisal 
S.R.A. -Mr. McCutcheon is the pro- 
vincial manager, mortgage office, Manufacturers Life Insurance 
Company, Winnipeg. 
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To some men conventions are 
a waste of valuable time — 


just a tax-free vacation — 


back-slapping 


just a pain 


loaded with windy speeches — 


and high-sounding words — 


and drinking —- 
in the neck — 


so we pose the question — 


Are Conventions Worthwhile? 


Why not be brave and ask, “Are 
Conventions Worthwhile?” And I 
mean brave! For conventioneering 
is almost a religious rite and to ques- 
tion the habit is verging on the 
sacrilegious. By the end of this 
year some 1,000 associations, trade 
groups and societies in Canada will 
have held conventions. More than 
100,000 people will attend these as 
delegates. 


And in September, the real estate 
men of Canada will get into the 
act too, with their convention at 
Edmonton. 


The business convention has be- 
come a typically North American 
business necessity. Why? It is 
the hurried executives answer to the 
problem of keeping abreast of new 
developments and of meeting the 
people who can influence his com- 


pany’s profit or his society’s well 


being. 


Then too, the modern business- 
man attends conventions to eye the 
competition, make contacts and to 
avoid the bad public relations that 
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by Bruce Barnett 


his absence would cause. On the 
positive side there is much to be 
said for conventions, but first let’s 
take a close look at the negative. 


To some businessman, conven- 
tions are a pain in the neck and a 
waste of valuable time. “All con- 
ventions are just an excuse for a 
tax-free vacation,” was the opinion 
of one businessman. “When you 
boil it down, very little results 
from them. You hear a lot of 
high-sounding words, you slap a lot 
of people on the back and drink 
a lot of whiskey.” 


There is doubtless some truth in 
this complaint. It all depends on 
the mood you’re in, the success 
you're having in your business and 
the type of individual you are. 


But a recent survey has shown 
that the critical view of conventions 
is a minority one. The convention, 
it appears, is an institution admir- 
ably suited to the mood and drives 
of the Canadian businessman. Ca- 


nadians like people. They are gre- 


garious. They like to swap busi- 
ness ideas and “secrets” and they 
constantly desire to improve their 
techniques. 


It’s an old maxim, that a satisfied 
customer will buy again. From the 
continuing rise in repeat conven- 
tioneers, it would appear that con- 
ventions do satisfy. Top manage- 
ment is conspicuous at conventions 
because it realizes that one impor- 
tant purpose of conventions is to 
enable men in the field to meet the 
top-policy people — and vice versa. 


When you look at this question 
of conventions impartially, you'll 
find that attendance is well worth- 
while. Most conventions provide 
what they are supposed to provide 
— a coordination of pviicity, a boost 
in morale, painless education and 
a disguised vacation. 


Three specific complaints have 
been levelled at conventions: Too 
many speeches, too many drinks, 
too much energy consumed. These 
criticisms are valid depending on 
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The Statistical Committee of 
CAREB, under the chairmanship of 
Mr. Norman MeFarlane of Ottawa, 
has just completed its annual nation- 
wide survey of real estate trends in 
Canada. The survey was made as of 
June 30th. The following summary 
of the survey has been prepared by 


president J. A. Weber. 
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Mr. Norman McFarlane of Ottawa, 


Chairman of Statistical Committee. 


Real Estate picture improved 


over last year 


Complete statistical survey on next four pages 


With thirty-nine centres report- 
ing, the general outlook for the 
real estate business for 1955 is indi- 
cated as being good. There are, 
of course, variations from the gen- 
eral trend in various sections of the 
country, and exceptions in certain 
centres in the same section, due to 
purely local conditions. On a Can- 
ada-wide basis, however, the picture 
may be summarized as follows. 

The overall volume of real estate 
transactions of all kinds in Canada 
will be up in 1955 from the year 
1954. 

The anticipated demand for resi- 
dential properties for the balance 
of the year will be greater than in 
1954. 

The anticipated demand for com- 
mercial properties for the last six 
months of 1955 will be about the 
same as in 1954. 

The rate of new residential con- 
struction appears to be somewhat 
higher in 1955 compared with 1954. 
The survey does not indicate any 
accumulation of unsold newly con- 
structed residences. The picture in 
this regard seems to be much the 
same as in 1954, despite the in- 
crease in new construction. 

The selling price of newly con- 
structed homes, remains about the 
same as in 1954. Quite a few 
centres, however, report a 5% in- 


crease in the selling price of new 
homes. 
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The price of used residential 
property appears to be down from 
1954. The trend indicates a gradual 
decrease in the prices of older 
homes, which is a continuation of the 
trend that was first evidenced in 
1954. The average decrease is ap- 
proximately 10% compared with 
1954 prices. 

The 1955 selling prices of com- 
mercial properties remain generally 
unchanged from the 1954 price 
level. 

The survey indicates that the 
supply of residential units For Rent 
is catching up with the demand. 
This is borne out by the fact that 
most centres report either no change 
in rents or a slight decrease, com- 
pared with 1954 rentals. 

Similarly the supply of office 
space appears to be catching up with 
the demand, with rental rates hold- 
ing steady or decreasing slightly, as 
compared with 1954. 

The rents of Retail Store space 
show little change over 1954, with 
most centres reporting no change, 
although some report slight in- 
creases. 

The volume of sales of Farm 
Land is remaining at about the 
same level as in 1954, with little or 
no change in prices. 

Certain sections of the country 
vary from the general trends indi- 
cated above. In the Maritime Pro- 
vinces and the Province of Que- 


bec, notably the City of Montreal, 
the price of new homes has increased 
5-10% over 1954. 

In the Province of Ontario the 
anticipated demand for commercial 
properties, in many cities, will likely 
be greater than in 1954. Selling 
prices show a slight increase, or are 
holding firm. The demand for 
farm land in Ontario, has increased 
over the 1954 demand. 

In the Prairie Provinces the de- 
mand for commercial properties 
appears to be increasing with prices 
rising slightly or holding firm. The 
volume of sales of farm land in these 
Provinces is somewhat down from 
1954, with the outlook indicating 
a further drop in volume of sales. 

In British Columbia, the price 
on new homes is the same or 
slightly higher than in 1954. The 
demand for and selling prices of 
commercial properties is indicated 
as being slightly higher than in 
1954. 

The supply of residential units 
For Rent in British Columbia, does 
not appear to be catching up with 
the demand with the result that 
rents are still tending to edge up- 
wards. 

The trend towards decentraliza- 
tion of commercial and manufactur- 
ing development still continues. in 
the majority of Canadian cities. 
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THE CANADIAN 


ASSOCIATION 


OF REAL ESTATE BOARDS 


RESULT AND ANALYSIS OF THE QUESTIONNAIRE 
RECENTLY FORWARDED TO ALL BOARDS 


\/ 


Total Real 
Estate Sales 


1953 


“ TOTAL REAL 
ESTATE SALES 
1954 


PROVINCE 
AND CITY 
NEW BRUNSWICK 


MONCTON 3,000,000 4,000,000 


NOVA SCOTIA 
HALIFAX 


QUEBEC 


MONTREAL 328,145,009 344,709,045 


ONTARIO 
BARRIE 
BRANTFORD 
CHATHAM 
FT. WILLIAM 
GALT 
GUELPH 
HAMILTON 


KITCHENER- 
WATERLOO 


LONDON 
NORTH BAY 
NORTH PEEL 
ORILLIA 
OSHAWA 
OTTAWA 
PETERBOROUGH 
SARNIA 


ST. CATHARINES- 
NIAGARA 


SOUTH PEEL 
STRATFORD 
SUDBURY 
TORONTO 
WELLAND 
WINDSOR 


4,535,445 
5,886,527 
Estimated 


65MM 


3,756,351 
7,217,091 
65M 


18,900 
18,124,668 


18,900 
17,318,787 


5,388,542 6,584,002 


7,232,942 7,668,348 


2,231,816 


2,209,510 


500MM 


MANITOBA 
BRANDON 
WINNIPEG 


SASKATCHEWAN 
REGINA 
SASKATOON 


ALBERTA 
CALGARY 
CENTRAL ALBERTA 
EDMONTON 
LETHBRIDGE 


BRITISH COLUMBIA 
NANAIMO 
NEW WESTMINSTER 
VANCOUVER 
VICTORIA 
WEST VANCOUVER 


4,000,000 5,000,000 


129,421,190 140,112,397 


6,499,865 


} 


EXPECTED 
VOLUME 
1955 


Increase 


Increase 


About Same 


Increase 
Unchanged 
Increase 
Same 


Increase 


Increase 


Unchanged 
Increase 
Increase 
Down 

Up 
Unchanged 
Up 

Up 

Up 


Up 
Unchanged 
Up 
Up 
Up 


Increase 


Up 
Up 


Down 


Unchanged 


Up 


Up 


Down 


5,000,000 
Up 10% 
Up 
Up 
Up 


ANTICIPATED DEMAND 


RESIDENTIAL COMMERCIAL 


Increase 


Increase 


Decrease 


Increase 
Unchanged 
Increase 
Unchanged 
Increase 
Decrease 


Increase 


Unchanged 
Unchanged 
Unchanged 
Increase 
Increase 
Increase 
Increase 
Increase 


Increase 


Increase 
Unchanged 
Increase 
Increase 
Increase 
Unchanged 


Increase 


Increase 


Increase 


Decrease 


Unchanged 


Increase 
Unchanged 
Unchanged 


Decrease 


Unchanged 
Unchanged 
Increase 
Increase 


Increase 


Increase 


Unchanged 


Increase 


Increase 
Increase 
Decrease 
Unchanged 
Unchanged 
Unchanged 
Unchanged 


Increase 
Unchanged 
Unchanged 
Increase 
Increase 
Increase 
Increase 
Increase 


Unchanged 


Increase 
Unchanged 
Unchanged 
Increase 
Increase 
Unchanged 
Unchanged 


Increase 


Unchanged 


Increase 


Unchanged 


Increase 
Unchanged 
Unchanged 


Increase 


Unchanged 
Unchanged 
Increase 

Unchanged 


Increase 


TEMPO OF NEW 


RESIDENTIAL 


CONSTRUCTION 


Increase 


Increase 


141—1953 
238—1954 


Increase 20% 


Increase 


Increase 20% 


Decrease 
Unchanged 


Increase 


Unchanged 
Increase 
Unchanged 
Increase 
Increase 
Increase 
Increase 
Increase 


Increase 


Unchanged 


Increase 
Unchanged 
Increase 
Unchanged 


Increase 


Increase 


Increase 


Decrease 


Unchanged 


Unchanged 
Unchanged 


Decrease 


Unchanged 


Increase 


Increase 


1S THERE AN 
INCREASE IN 
UNSOLD 
NEWLY CONSTP 
RESIDENCES 


No 


Increase 25% 


No 


No 
No 
No 
Unchanged 
No 


No 
No 
No 
No 


No 


No 
No 


No 
No 
Unchanged 
No 
No 


Increase 


Yes 


Unchanged 
No 
Yes 
No 


No 
No 


No 
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PD PDL, el rr de - sw i lel le A ROC COOLS LOLA DADO 


OR RE ort ere. 





— 









ee 


Increase 
Increase 
Increase 


Unchanged 
Unchanged 
Increase 10% 
Unchanged 
Unchanged 
Unchanged 


Decrease 


Decrease 
Unchanged 
Increase 
1: mse 
I: Wi se 
Unchanged 
Unchanged 
Unchanged 
Unchanged 


Decrease 
Increase 
Unchanged 
Decrease 
Unchanged 
Unchanged 


Increase 


Unchanged 


Increase 


Unchanged 


Increase 


Decrease 
Decrease 
Unchanged 


Increase 


Unchanged 
Unchanged 
Unchanged 
Increase 


Increase 
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SALES PRICES 
OF USED 
RESIDENTIAL 
PROPERTY 


Decrease 


Unchanged 


Decrease 


Slight 
Decrease 
Decrease 


20% 
10% 


Decrease 
Decrease 
Decrease 
Unchanged 


Decrease 


Decrease 
Decrease 
Unchanged 
Increase 
Unchanged 
Decrease 
Decrease 
Decrease 


Decrease 


Decrease 
Decrease 
Decrease 
Decrease 
Unchanged 
Decrease 


Decrease 


Decrease 


Decrease 


Decrease 


Decrease 


Decrease 
Decrease 
Unchanged 
Decrease 


Decrease 
Decrease 
Decrease 
Unchanged 
Unchanged 


N 


SALES PRICES 
OF COMMERCIAL 
PROPERTY 


Increase 
Unchanged 
Unchanged 


Increase 
Unchanged 
Decrease 25% 
Increase 10% 
Unchanged 
Unchanged 
Unchanged 


Increase 


Increase 


Increase 
Unchanged 
Decrease 
Increase 
Increase 


Unchanged 


Decrease 
Unchanged 
Unchanged 
Increase 
Decrease 
Unchanged 
Unchanged 


Unchanged 


Increase 


Increase 


Unchanged 


Increase 
Unchanged 
Unchanged 


Increase 


Increase 
Increase 
Increase 


Unchanged 


SUPPLY OF 
RESIDENTIAL 
PROPERTY IN 
RENT CATCH UP 
TO DEMAND 


Houses—Yes 
Apts.—No 


Yes 


Yes 


Yes 
Unchanged 
No 

Yes 

No 

Yes 


“Yes 


Yes 
No 


Yes 
No 
No 
No 
No 


(All comparisons made against 
As of June 30, 1955 


RENTS— 
RESIDENTIAL 
PROPERTIES 
UP OR DOWN 


Steady 


Down 


New—Same 


Old—25% Up 


Steady 
Down—5-10% 
Down 

Same 
Unchanged 
Unchanged 


Decrease 


Down 
Unchanged 


Apts. Unchanged 
Houses—Increased 


Unchanged 
Decrease 

Unchanged 
Unchanged 


Decrease 


Unchanged 
Decrease 
Decrease 


Decrease 
Apts.—Down 
Houses—Unch’'d 
Decrease 


Unchanged 
Unchanged 


Increase 


Decrease 


Unchanged 
Unchanged 
Decrease 


Decrease 


Increase 
Increase 
Increase 
Increase 


Increase 


IS SUPPLY OF 
OFFICES 
CATCHING UP 
TO DEMAND 


Yes 


Unchanged 


Yes— 
2nd Floor Only 
Yes 


Yes 


Yes 
° 
Yes 


ARE OFFICE 
RENTS UP OR 
DOWN 


Steady 


Up 


Unchanged 


Unchanged 
Unchanged 
Down 

Unchanged 
Unchanged 
Unchanged 
Unchanged 
Down 

Unchanged 


Main Floor Up 
2nd —Unchanged 
Unchanged 


Down 
Down 
Down 


Down 


Up 

Up 
Unchanged 
Unchanged 
Down 
Unchanged 


Down 


Up 
Up 


Up 
Unchanged 


New—Unchanged 
Old—Decrease 
Unchanged 


Down 


Up 


Up 
Unchanged 
Up 
Unchanged 
Steady 


ARE COMMERCIAL 
RENTS (RETAIL) 
UP.OR DOWN 


Steady 


Unchanged 


(Top Locations 
4 —Same 
Fringe Locations 


| —Same 
Up 
Unchanged 
Up 
Unchanged 
Unchanged 
Unchanged 
Unchanged 
Up 

Up 


Up 
Unchanged 
Up 
Unchanged 
Down 


Down 


Up 

Up 
Unchanged 
Unchanged 
Down 
Unchanged 
Unchanged 


Up 


Even 


Up 
Up 


Unchanged 
Unchanged 
Unchanged 
Unchanged 


Up 
Unchanged 
Up 
Unchanged 


Down 
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PROVINCE 

AND CITY 

NEW BRUNSWICK 
MONCTON 


NOVA SCOTIA 
HALIFAX 


QUEBEC 
MONTREAL 


ONTARIO 
BARRIE 
BRANTFORD 
CHATHAM 
FT. WILLIAM 
GALT 
GUELPH 
HAMILTON 
KITCHENER/WATERLOO 
LONDON 
NORTH BAY 
NORTH PEEL 
ORILLIA 
OSHAWA 
OTTAWA 
PETERBOROUGH 
SARNIA 
ST. CATHARINES-NIAGARA 
SOUTH PEEL 
STRATFORD 
SUDBURY 
TORONTO 
WELLAND 
WINDSOR 


MANITOBA 
BRANDON 
WINNIPEG 


SASKATCHEWAN 
REGINA 
SASKATOON 


ALBERTA 
CALGARY 
CENTRAL ALBERTA 
EOMONTON 
LETHBRIDGE 


BRITISH COLUMBIA 
NANAIMO 
NEW WESTMINSTER 
VANCOUVER 
VICTORIA 
WEST VANCOUVER 


STATISTICAL SURVEY continued 


DEMAND FOR 
FARMS ‘UP 
OR DOWN 


Down 


Up 
Down 


Down 


Down 
Unchanged 
Unchanged 
Up 

Up 


Unchanged 
Unchanged 
Up 

Down 

Up 

Up 


Average 


Unchanged 


Unchanged 


Down 


Down 


Down 


Steady 
Unchanged 
Level 


Down 


Down 
Down 


Up 


ARE FARM SALES 
UP OR DOWN 


Down 


Unchanged 


Up 

Steady 
Down 

No Activity 
Unchanged 
Unchanged 
Unchanged 
Down 
Unchanged 


Up 
Unchanged 
Up 
Up 
Unchanged 


Unchanged 
Fruit Farms Up 
General Down 


Up 
Up 
Up 
Unchanged 


Down 


Unchanged 


Down 


Down 


Down 


Grain—down 
Range—Unch. 
Down 


Down 


Down 


Down 
Down 


Up 


OUTLOOK FOR 


1955 FARM 
TURNOVER 


Unchanged 


Unchanged 


Increase 
Increase 


Unchanged 


Unchanged 
Unchanged 
Unchanged 


Increase 


Unchanged 


Increase 
Increase 
Unchanged 
Unchanged 
Unchanged 
Unchanged 
Increase 
Decrease 
Increase 
Unchanged 
Unchanged 


Increase 


Decrease 


Decrease 


Decrease 


Decrease 
Unchanged 
Unchanged 


Decrease 


Unchanged 
Decrease 


Up 


1S TREND TOWARDS 
DECENTRALIZATION OF 


ERE ALS A ES A TTT ee A NE I + cere 


COMMERCIAL 


Yes 


No Definite 
Yes 
Yes 
Unchanged 


Significant 


OFFICE 
SPACE 


No 


No 


Slightly 


Not Applicable 
No 

No 

Trend 

No 

Yes 


No 
No 


No 


Trend 
Unchanged 


No 
Slight Increase 


No 
Yes 


| 
| 
| 
: 
| 
| 
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STATI STICAL SURVEY continued 










PERCENTAGE OF VALUE LOANED ON 
CONVENTIONAL FIRST MORTGAGES FOR 











PERCENTAGE 
SUPPLY OF TREND OF INT. TOTAL NO. OF MUNICIPAL INCREASE OR 
MTGE. MONIES USED NEW : RATES UP OR HOUSES IN TAXES UP DECREASE IN 
up OR DOWN~ RESIDENTIAL RESIDENTIAL COMMERCIAL DOWN METRO AREA OR DOWN TAXES 













Up 60 N.H.A. 60 Up 8,000 Down 5 





Up 










Up 50-60 50-60 50-60 Down 604,668 Going Up Unknown 






















Up 40-50 50-60 50 Unchanged 4,015 Up 2 Mill 
. Up 45 60 50 Down 13,660 Up 25 
Up 60 75 50 Down 7,500 Up 43 
Up 40-50 50-55 Varied Down 8,500 Up 9 
Up 40-50 60 Unchanged 4,895 Up 5 mills 
Down 50 60 40 Unchanged Unchanged 
Up 40-50 N.H.A. 40-45 Down Up 
Up 30 60 60 Down Saleen ‘i 2,61 5 Peake 2.7 
Up 50 60 50 Unchanged 29,517 Unchanged 
Up 50 60 Down Up 
Up 60 Sp aeemetinnes Down Brampton 3,000 Up 3 mills 
~ Up 50 60-80 40-50 Up 4,000 Up 4 mills 
e tf) Unchanged 45 50 40 Up 8,000 Up 2 
Up 50 60 50 Down 55,000 Up 5 
Up 40 60 50 Down 10,000 Up 2.55 
Up 60 60 50 5%-6,2 10,000 Up 2.5 mills 
Up 50 55 30 Down Up 8 
Up , —— er aan Pe. Credit—Same 
Unchanged 50 60 65 Unchanged 6,018 Up 10 
i Up Down Up 
Up 50 50 Unknown Unchanged Up 
' Up 50 60 60 Down Up 1 mill 
Up 45 60 * «Up 45,600 Yes 3 









Up 40 40 40 Unchanged 5,000 Up 11 
Up 50 50-60 60 Down Up 5 










Up 30 45-50 60 Down 12,000 Up 10 
Up 14,000 Up 4.3 













Up 40 N.H.A. Unchanged 48,000 







i Down Unchanged Up Unchanged Up Up 
| Up 50 55 50 Level 46,910 Level 
Yes 40 85 10 Decrease 7 



















Unchanged 50 57 50 Up — 6,000 Up 5 
“~SJ } Up 60 60 50 6-7% Up 19 
Up 40-50 50-60 » Down 175,500 Up 10 
Up 50 60 50 Down 31,514 Unchanged 
Up 60 60 60 Down Up Not Set 
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SAN ETRE AS RE REN NPT 


~New Institute to raise professional 


standards of Realtors 


Offers three year course of home studies 


Organized real estate in Canada has taken an im- 
portant step to enhance the professional standing of 
realtors with the formation of the Canadian Institute 
of Realtors. The Institute which will hold its first 
regular meeting at Edmonton on September 19, has 
the following aims and objects: 


1. To investigate and improve conditions relating 
to the work of realtors in Canada. 


. To hold examinations. 


. To determine the fitness of those applying for 
membership. 


. To fix standards of skill and competency. 
5. To grant certificates of efficiency to its members 
6. To establish classes of membership. 


7. To determine the rights, privileges, terms and 
conditions of these classes. 


Designation Award Course 


The Canadian Institute of Realtors has announced 
a three year course of study designed to provide the 
student with the information needed for him to operate 
on a professional basis. The knowledge gained will 
enable the student to increase his earnings and to raise 
his standards of Real Estate Practice. 


A set of bulletins designed to guide the student in 
his study of the prescribed texts, are provided for each 
year of the three year course of study. These texts are 
the basis of study. The course serves to keep the 
student on the right track and to stimulate him to 
complete his studies. 


With each bulletin is a questionnaire. Replies to the 
questions are to be sent to the university and are then 
sent to the supervisors appointed for each subject. 


Examinations 


An examination based on the course subjects given, 
will be held at the end of each year. The examination 
will be held in the student’s own area and separate 
enrolments will be required. Examination fees are 


$10.00 per student per year. 


When to enrol 


Bulletins covering the first year’s course of study 
will be ready for mailing September 30, 1955. Enrol- 
ments will be accepted for the first year’s course of 
study not later than September 15, 1955. 


Who may enrol 


Applications will be received from those who have 
attained the age-of 17 years and junior matriculation. 


me «= Poge 26 


cy - OF ALL HOMES ARE 
th Sold by Sigus 
USE THE BEST... 
ATR ARIE “ 


Toronro.. is” CH. 1-853) 
* Cenadis labgest Realtor Stelios 


IN TORONTO !! 
IN ONTARIO !! 


Globe and Mail Want Ads are your very best buy. Your 
offer of real estate for sale in The Globe and Mail imme- 
diately puts you in contact with— 


Approximately 50% of all families in the Metro- 
politan area of Toronto. 


Approximately 27% of all families in 82 cities and 
towns (of over 2,000 population) in Central Ontario. 


More than 45,000 families in villages and rural 
areas. 
a 


For “personalized want ad service” — 
phone, bring or mail your ad to The 
Globe and Mail: 


Toronto, Ont. 140 King St. W.; EM. 3-533] 
Hamilton, Ont. - 474 Talbot St; JA. 7-6605 
Montreal, Que. 1117 st. Catherine St. W.; MA. 6948 


London, Ont. 
St. Catharines, Ont. - 


70 Carling St.; 2-1993 
- 24 James St.; MU. 2-4411 





Conference News 


For complete Conference program see next page. 


o Here’s the best way 
to Travel 


By Plane 


Due to the dates of the Conference this year (Sep- 
tember 17th to 22nd) we are unable to arrange the 
customary reduced fares. However we have not failed 
yeu. Special fares have been arranged. Here is how 
it works. 

A minimum of 10 delegates must leave for Edmon- 
ton from the same port of embarkation at the same 
time to get special rates. You may return at any time 
and it is not necessary to return in a group. 

NOTE: In the case of the following Boards, 
arrangements must be made through the Board Secre- 
tary — Vancouver, Winnipeg, Calgary, Regina, Ottawa, 
Halifax, Victoria, Saskatoon and Toronto. In other 
cases contact your closest large Board and arrange to 
travel with their group or contact Bill Follows for 
further information. 


By Train 
We have applied for the Certificate Plan from the 


Canadian Passenger Association which means that 
special rates are available for delegates travelling by 
train. Here are the steps to follow if you are using 
the train. 

1. When making reservations advise the ticket agent 
that you are going to the C.A.R.E.B. Conference in 
Edmonton. 

. Ticket agent will then charge you full fare for one 
way ticket and give you a certificate. 

. Turn this certificate over to Bill Follows when you 
arrive at the Conference. This certificate will be 
validated at the Conference by a Railway represen- 
tative and returned to you. 

. If 50 or more certificates ate validated at the Con- 
ference then return fare is reduced and results in 
a considerable saving over the complete trip. 

- Note: If less than 50 certificates are validated at 
the Conference, return fare will be worked out on 
a pro rata basis and by and large delegates would 
have to pay the normal fare by train if less than 
50 travel by train. 

NOTE: If you do travel by train be sure and 
apply for this certificate. It will help others who travel 
long distances to save considerably on conference 
expenses. 

Come to Edmonton anyway you can, but be sure 
you get there. 


REMEMBER — “ONE THOUGHT PAYS THE 
SHOT,” e 
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Send your entries 
to Display Contest 


This years’ exhibit will be open to all agent mem- 
bers of the C.A.R.E.B. We invite you to take part and 
look forward to your participation. 

1. All entries must be shipped to the Headquarters 
office. of the convention, not later than Monday, 
September 5th, and no entries will be accepted after 
that date. Following is the address: 

C.A.R.E.B. Display Committee 
c/o Mrs. Dorothy Bailey 
10154 — 103 Street 

Edmonton, Alberta. 

A plaque will be awarded to the best single exhibit 
of the show regardless of classification and is spon- 
sored by Stewart, Bowman & MacPherson Ltd. 
advertising agency. This plaque is to be kept by 
the winning agent until the next convention. Other 
awards will be recognized by ribbons. 

Due to limited space we ask the exhibitors to send 

displays that will cover no more than 4’ x 8’ and 

preferably smaller. 

. Judging will be on both group and individual 
items. Single items will be placed under different 
miscellaneous categories. 

. While it is not mandatory it will facilitate the 
assembling of the material by the committee and 
benefit the exhibitor if the material is presented in 
an attractive manner. For example, cellophane or 
page protectors can be used to advantage. 

. All materials submitted (preferably in duplicate) 
must be unmounted and shall be limited to: 

(a) Classified advertising 
(b) Display advertising (newspaper or window) 
(c) Direct mail pieces such as: 

(1) Sales letters 

(2) Brochures (residential, industrial or 

commercial or subdivision) 

(3) Postcards 

(4) Self-mailers 
(d) Listing forms and applications to Purchase 
(e) For sale and Sold signs. 

If you have any good idea not covered in the 
above, please submit it and we will make every endeavor 
to display it. 

Gather together samples of your best material and 
join with your fellow Realtors in displaying your out- 
standing idea. Don’t be disappointed. Get your 
material in early. @ 

ROBT. W. GRIERSON, 
Chairman — Display Committee. 
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1955 CA.R.E.B. CON 
Macdonald Hotel, Edmc ; 


IE 


Saturday, Sept. 17 


1:00 P.M. 


9:30 P.M. 


Registration 
Golf 
City Tour 


Dancing 


Sunday, Sept. 18 


9:00 A.M. 


10:00 A.M. 


12 Noon 


1:30 P.M. 


to 


5:30 P.M. 
1:30 P.M. 
2:30 P.M. 
6:30 P.M. 


8:30 P.M. 


Monday, 


8:30 A.M. 
8:30 A.M. 


to 
10:00 A.M. 


Church Services (Direc- 
tory in lobby) 


Joint Meeting of Eastern 
and 

Western Executive Com- 
mittees 


Registration 


Meeting of Directors 
Golf 
Tour of City 


Past President of C.A.R.- 
E.B. & Wives Reception 
and Dinner (Sponsor 


Weber Bros. Agencies 
Ltd., Edmonton) 


Informal Reception 


Sept. 19 


Registration 


Round table Discussion 


ONE THOUGHT 


10:00 A.M. 


10:15 A.M. 


10:45 A.M. 


12:15 P.M. 


2:00 P.M. 


to 


4:15 P.M. 


4:15 P.M. 


to 


5:00 P.M. 


6:15 P.M. 


7:30 P.M. 


PAYS 


Call to Order — Stanley 
Melton 


Invocation — Rev. R. 
Douglas Smith, B.A.. 
B.D.; Robertson United 


Church 


Welcome to Conference — 
J. A. Weber, President, 
CAREB 


Welcome to Edmonton — 
Mayor William Haw- 
relak 


Speaker — Mr. C. Armel 
Nutter, Camden, New 
Jersey. “What Organ- 
ized Real Estate Can Do 
For You” 


Luncheon 

Speaker—Dr. M. J. Huston, 
M.Se., Ph.D. Dean of 
the Faculty of Phar- 
macy, University of 


Alberta 


Commercial and Indus- 
trial Panel 

Moderator — Mr. James A. 
Lowden, Montreal 


Reports of Regional Vice- 
Presidents 

Executive Secretary’s Re- 
port 


Reception (Sponsor Win- 
nipeg Real Estate 
Board) 


Dinner 
Speaker To Be Announced 


THE SHOT 






























to 


























to 




























SE campo egree_ ane: 


> © to 














to 












10:00 A.M. 
10:00 A.M. 


11:45 A.M. 
11:45 A.M. 
12:15 P.M. 


2:00 P.M. 


4:00 P.M. 


4:00 P.M. 


to 
5:00 P.M. 
7:00 P.M. 


9:30 A.M. 
9:30 A.M. 


‘ to 
4, .¢ 11:30 A.M. 


INFERENCE PROGRAM 
September 17 to 
“) © Tuesday, Sept. 20 


8:30 A.M. 
8:30 A.M. 


Registration 


Round Table Discussion 


Speaker on Residential 
Sales 
Speaker—Mr. Sam Rus- 
sell, Denver, Colo. 


Report Nominating Com- 


mittee — C.A.R.E.B. 


Luncheon — Sponsor Cal- 
gary Real Estate Board 


Speaker on Commercial 
& Industrial Real Es- 
tate Sales 

Speaker — Mr. Abel E. 
Berland, Chicago 


Report of the Resolutions 
Committee 


Reception — Barbecue & 
Dance at Lakeyiew 
Pavilion — Western Night 


, Wednesday, Sept. 21 


8:30 A.M. 
8:30 A.M. 


Registrations 


Round Table Discussion 


Residential Panel — Mod- 
erator — Ivan Robison, 


Calgary 
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11:30 A.M. 


President’s Report 


J. A. Weber 
Election C.A.R.E.B. Offi- 


cers 


11:45 A.M. 


12:15 P.M. Luncheon — Sponsor Ed- 
monton Real Estate 
Board, Co-op Listing 
Bureau 

Speaker — Hon. A. O. Aal- 
borg, Minister of Edu- 
cation, Province of 


Alberta 


2:00 P.M. Debate 
4:00 P.M. 


6:15 P.M. 


Unfinished Business 


Reception and Dinner 
Sponsor — The Edmonton 
Real Estate Board 


7:30 P.M. 


Inauguration of Officers 
Speaker — President Elect 


Thursday, Sept. 22 


9:30 A.M. Meeting of Eastern and 
Western Executives, 
1955 Regional Presi- 
dents and Vice-Presi- 


dents 


11:30 A.M. Meeting of President 


Elect and Officers 
(1956) 


Luncheon 


12:30 
2:15 P.M. 


Meeting of Charter Mem- 
bers of Canadian Insti- 
tute. Report of Nomi- 
nating Committee and 


Election of Officers 


- MAKE YOUR RESERVATIONS TODAY 
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Secretary Bill Follows takes a look at P.R. 


Public relations and the real 
estate business walk hand in hand. 
Why? Because the selling of prop- 
erty is a very personal affair. What 
we say, and how we say it, has as 
much to do with the sale in many 
cases as the desirability of the 
property itself. 


Public relations is a tremendous 
field in all its aspects but let’s look 
at one section of it — at personal 
public relations. 


What is this. It can perhaps be 
defined as “the relations of one 
individual to his public.” The 
public can be an individual, a group 
or a nation. How the individual 
acts, what he does, what he is, what 
he writes, what he says, and the 


impressions he creates on other 


people — this is personal public 
relations. It is a very definite, 
individualistic, crystal clear philoso- 
phy of living. It comes from the 
heart, and out of your heart and 
into your actions. 


Here is a poem that ties in with 
this: 


The Guy in the Glass 


When you get what you want in your 
Struggle for pelf 

And the world makes you king for a 
day 

Just go to the mirror and look at 
yourself 

And see what that guy has to say. 

For it isn’t your father or mother or 
wife. 

Whose judgment upon you must pass. 

The one whose verdict counts most in 
your life 

Is the guy staring back from the glass. 

Oh! You may be like Jack Horner 
and chisel a plum 

And think you’re a wonderful guy, 

But the man in the glass says you're 


only a bum 

If you can’t look him straight in the 
eye. 

He’s the fellow to please, never mind 
the rest, 


For he’s with you clear up to the end. 

And you've passed your most dangerous 
difficult test 

If the guy in the glass is your friend. 

You may fool the whole world down 
the pathway of years, 

And get pats on the back as you pass. 

But your final reward will be heartaches 
and tears, 

If you've cheated that guy in the glass. 






1 


What abilities and personal char- 
acteristics will assist a realtor to have 
good public relations? This is not 
an easy question to answer. But here 
are some hints which will point the 
way to better personal public rela- 
tions. 


1. Be neat, attractively, 
accentuate your strong points. 


dress 


Nm 


Be cheerful, don’t complain, 
develop a confident bearing, be 
enthusiastic. 


3. Be tactful. Build up the other 
fellow. Don’t take all the 
credit. 


4. Be a listener. An open mind 
leaves a chance for an idea to 
be transmitted from someone 
else. You will be surprised 

how your personal public rela- 

tions will develop when you 


learn to listen. 


5. Be honest in all your dealings. 
Tell the whole truth. Honesty 
is the first essential of good 
public relations for the realtor. 
This means honesty with 
your clients, with your fellow 
workers, with yourself. 

6. Be dependable. Let it honestly 
be said of you that your word 
is as good as your bond. 

7. Be courteous. Courtesy says, 
“I am a little thing. I cost 
nothing. I am worth more than 
gold to you. The more you 
use me, the more you have. I 
unlock doors, open hearts, dis- 
pell prejudices. I make friend- 
ships, inspire respect and ad- 
miration. I am always welcome. 
I bore nobody. I violate no 
law. No one condemns me. I 
am pleasing to everyone. I am 
indispensable. I am courtesy.” 

2. Be enthusiastic. You can see 
enthusiasm only when it’s big. 
And you can make it just as 
big as you want to! 

9. Be optimistic. Not occasionally 
but always. 

10. Be ethical. 

11. Be generous in giving credit. 
All people like sincere praise. 
The people with whom you 





work will work better if vou 
are generous with your praise. 
12. Be of service to your fellow 
worker, to the stranger, to your 


public. 
13. Be loyal. 


stitute for 


There is no sub- 
loyalty. Without 
loyalty, there is nothing. 


Life is dynamic, not static. It is 
ever moving forward. Never stand- 
ing still. It is a sin against nature 
to stand still — to stagnate. So long 
as we all are willing and anxious to 
absorb new facts and new tech- 
niques, new approaches, new visions, 
new understandings of old prob. 
lems, then we may hope for success 
in the highly competitive field of 
real estate and the development of 
good personal public relations will 
become one of our major concerns. 






PROFESSIONAL 
LISTINGS 


J. Donald Dewar 
BARRISTER & SOLICITOR 


4891 Dundas St. W.., 
TORONTO (Etcbicoke) 
BE. 1-1731 


Anderson, Bourdon, 
Sinclair & Walters 


BARRISTER & SOLICITORS 


2881 Dundas St. W. 
RO. 7-2127 


Humphrey & Locke 
BARRISTER & SOLICITORS 


330 Bay Street, 
TORONTO 
EM. 4-5238 


Hanks & Irwin 


ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 









Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 







Rates for Professional Listings 


$50.00 
$80.00 
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Second million dollar month in 


Winnipeg... any affidavits for 


hole-in-one Lewis ... meet E. pp 


4 W. Hudson, new Saskatchewan wet: 
president ... new group insur- 


ance plan started. 
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MANITOBA 


A million dollar month 
again for Winnipeg 


June saw the co-operative listing 
service of the Winnipeg Real Estate 
Board top the million dollar mark 
for the second month in a row, the 


total being $1,152,000. 


This represents 46% of sales to 
listings for June and for the year to 
date sales to listings average 
43.7%. This indicates that the co- 
operative listing service in Winnipeg 
is on a very sound basis. 

Can any other city match these 
results? 

A combined general meeting of 
the Winnipeg Real Estate Board 
and the co-operative listing service 
was held in June. Guest speaker 


k_/was Mr. Hugh. B. Lennox, of the 


Canadian Bank of Commerce. His 
subject was the Home Improvement 
Loan Act. Mr. Lennox pointed 
out that in addition to loans for 
repairs and extensions, loans might 
also be obtained for items such as 
dishwa:ners, improvements such as 
sewers and water installations, and 
they could be obtained regardless 
of mortgage. 

At this meeting, prize cheques 
for the monthly contest run by 
Winnipeg’s co-operative listing serv- 
ice were presented to eleven sales- 
men and agents. Flora Peterson, 
saleswoman for Sherbrook Realty 
Company, is consistently showing 
the way to salesmen in Winnipeg. 
She is top to the end of June. 


Hole in one? ? 


Some time during June, three 
well-known Winnipeg realtors, An- 
drew Turpie, G. Barrett-Hamilton 
and Sinclair Lewis, took the after- 
noon off from selling real estate 
to play a friendly game of golf. 
It was duly reported by Sinclair 
Lewis that he had holed-in-one. So 
far affidavits supporting this have 
not been received and the board 
office has not received a cigar cele- 


, brating the event. 
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The cornerstone of the new 
$15,000,C00 post office presently 
being built in Winnipeg was laid 
by the Hon. Robt. Winters. And 
further building is projected. It 
has been recently announced that a 
start would be made this fall on the 
new ten storey Merchandise Mart. 
There has been an unconfirmed 
repert that another retail chain will 
be operating in Winnipeg shortly. 
Newcomer mentioned was Loblaws. 

President Andrew Turpie of the 
Manitoba Association is contacting 
where possible every licensed agent 
in rural Manitoba in an endeavour 
to build up membership in the 
Manitoba Real Estate Association. 


SASKATCHEWAN 


rT 


SRR 

The new president of the Sas- 
katchewan Real Estate Board, is Mr. 
E. W. Hudson. He has an inaugural 
message for all fellow realtors. He 
says: “I wish to extend greetings 
to all realtors across our fair Dom- 
inion on this Saskatchewan’s Jubilee 
Year. I sincerely hope that we will 
have the pleasure of meeting many 
of you at the Edmonton conference 
where I am sure you will receive a 
true western welcome. To our new 
edition of the Canadian Realtor, 
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good luck on its expansion pro- 
gram.” 


Comment 


The Mentreal Gazette has some 
kind words to say about the new 
Canadian Realtor. In its issue of 
July 29, James Arklay who edits 
its real estate section says: “Having 
read the Canadian Realtor which 
made its debut as a full-fledged 
magazine this month, we wish to 
congratulate the publishers on a 
very useful and streamlined periodi- 
cal for real estate men and their 
associates. 


For Sale 


Please write for Illustrated Bro- 
chures covering the following 
desirable properties located in 


BRITISH COLUMBIA 


Full courtesy to C.A.R.E.B. 
Members 


- Gentleman’s Estate, on Vancouver 

Island, particularly suitable for 
retired officer of the Armed Forces. 
Delightful Home and 15 acres. 
Ex-ellent value at $30,000.00. Ad- 
ditional farm land available if 
desired. Owner will accept pay- 
ment in sterling, payable in 
England. 
Poultry Breeding Farm on Van- 
couver Island, 210 acres — Ex- 
cellent residence, farm buildings 
and machinery and equipment. 
Price of $85,000.00 includes ap- 
proximately 5,000 Breeding Stock 
of Hens, Pullets and Breeding 
Cockerels. 


Good Terms to reliable party 


Blane, Fullerton 
& White 


LIMITED 


Insurance Managers 
Business Established 1926 


517 Hamilton Street, 
Vancouver, B.C. 


Realtors a 











— COAST TO COAST continued 


ALB : RTA 











The directors of the Alberta Real 
Estate Association met in Red Deer, 
Alberta, Saturday May 14th, and 
the following is a synopsis of the 
more important matters discussed 
at this meeting of general interest to 
the membership at large. 


Education — The Directors 
agreed that the University Course 
on the first year level would be 
continued through the winter of 
1955-56 in Calgary, Edmonton and 


possibly Lethbridge, and the Boards © 


of these Cities would be encouraged 
to assist new men to take the course 


if possible. 


The Educational Committee is 
also looking into the question of 
providing educational material 
based on the University Course, to 
the Red Deer Board and to mem- 
bers at country points. 


The Directors have also asked the 
Educational Committee of the 
AREA to follow up the first year 
course with an examination and to 
issue an appropriate certificate to 
successful candidates if feasible. 


C.A.R.E.B. course 


— The Directors of the AREA 
notified the Canadian Association 
that they endorsed and approved 
the principle of the Correspondence 
Course for Realtors across Canada. 


Financing older type homes 


The following resolution was passed 
by the Directors of the AREA at 
the request of C.A.R.E.B. and for- 
warded to Central Mortgage and 
Housing Corporation, Montreal:— 


“WHEREAS, there is a continuing 
demand for new houses, but most 
potential purchasers already own 
houses and must sell them before 
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entering the new house market, 
and 


“WHEREAS, today’s high down 
payments and expensive second- 
ary mortgage financing consti- 
tute a barrier to many would be 
purchasers of older homes anxious 
to improve their present standard 
of living. 


THEREFORE BE IT RESOLVED that 
the Alberta Real Estate Board 
urge the Federal Government to 
give serious consideration to 
amending the National Housing 
Act to facilitate the sale of older 
homes through easier financing 
terms than those currently pre- 
vailing.” 


Gift Tax 


At the Annual Convention of the 
Alberta Real Estate Association 
questions were raised concerning 


Gift Tax: 


We have now received a report 
from our auditors covering the 
question of Gift Tax. The Direc- 
tors felt that this letter should be 
communicated to all our members 
and the letter is quoted in full here- 
under. The regulations respecting 


Gift Tax, are subject to change at 
any time and attention is particu- 
larly directed to the final para- 
graph of the Auditor’s letter: 














Weber Bros. Agencies Ltd. 


Specializing in 
COMMERCIAL — INDUSTRIAL 
and 
RESIDENTIAL REAL ESTATE SALES 
PROPERTY MANAGEMENT & APPRAISALS 





J. A. WEBER 
Managing-Director 
P. O. Box 37, Edmonton 










AREA endorses new course 
New Calgary Insurance Plan 
... report on Gift Tax... 


University course to continue 


Dear Sir: 


We have received your request 
for information with reference to ap- 
plication of Gift Tax regulations as 
they may affect husband and wife 
on joint registration of property pur- 
chases. 


The application of this tax, if any, 
will vary in accordance with the 
amount of the monies involved at the 
time of the transaction, and also with 
the basis of settlement, i.e. all cash 
or cash and terms. 


Briefly the exemption amount is 
(a) $4,000.00 or (b) half the differ- 
ence between the taxable income and 
tax payable thereon by the gifting 
party for the year preceding the 
making of the Gift, whichever is the 
greater. 


Examples: 


1. Property purchase 


(all cash) $12,000.00 
Y, to wife ___.__.. $ 6,000.00 
Exemption (a) _... 4,000.00 
Subject to Gift Tax $ 2,000.00 
or Exemption (b) say -. $ 5,000.00 
Subject to Gift Tax $ 1,000.00 


2. Property purchase _.. $15,000.00 


Down payment _.. 9,000.00 

Yy to wife _.___. 4,500.00 

Exemption (a) —.... 4,000.00 

subject to Gift Tax $ 500.00 
or Exemption (b) as 

above ........... $ 5,000.00 


Subject to Gift Tax Nil 
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$15,000.00 


8,000.00 


Y, to wife... $ 4,000.00 
Exemption (a) 4,000.00 


Subject to Gift Tax Nil 


3. Property Purchase -. 


Down Payment .... 


Presumably in the case of a pur- 
chase by an agreement or by paying 
out a mortgage, one-half the prin- 
cipal paid in each year would con- 
stitute a gift, but it would be un- 
likely that such amount would exceed 
the exemption. However if such was 
the case, the computation would be 
as in the foregoing with the annual 
total principal payment replacing the 
down payment. 


The information presented is only 
of a general nature and agents would 
be well advised to suggest to their 
clients that they consult their legal or 
accounting advisors on specific trans- 
actions. 


New Insurance Plan 


After many months of delibera- 


QC ytion and research, the Calgary Real 


Estate Board inaugurated a Group 
Insurance Plan on March Ist, 1955. 
After five months it is now possible 
to assess the plan objectively. It 
is believed to be quite successful in 
strengthening the Real Estate Board, 
and in benefiting the individual 
participants and their families. 


The Calgary Board adopted the 
4 point Group Insurance Scheme 
for its agent members and their 
sales and office staffs as follows: 


1. Life Insurance 


2. Accidental Death and Dis- 


memberment Benefit 


3. Weekly Income Benefit 
4. Hospital Benefit 


In all likelihood, additional cov- 
erage similar to that provided by 
Medical Services Incorporated 
(MSI) will be adopted in the Prov- 
ince of Alberta this year under the 
sponsorship of the Alberta Govern- 
ment. The Calgary Board did not 
incorporate this feature in its Group 
Insurance Plan for this reason, but 
should the Provincial Government’s 
medical services benefits not become 
effective, the Calgary Real Estate 
Board will consider adding these or 
Similar benefits to the 4 point of 
Group Insurance already adopted. 
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Many expressions of appreciation 
have been received from real estate 
salesmen in Calgary as a result of 
the adoption of a group Insurance 
Plan for realtors and their depend- 
ants, and it is suggested that other 
Boards in Canada might well give 
consideration to Group Insurance 
if they do not already have these 
benefits. 


Calgary’s Co-op 
The Calgary Real Estate Board 


Co-op continues its rapid expansion. 
During the first six months of 1955 
a total of 1,707 listings were pro- 
cessed and sales amounted to 
$5,760,715 or almost one million 
dollars per month. 


The Calgary Co-op is pleased to 
announce that gold watches have 
been presented to Mrs. Gladys Cori- 
stine of Coristine & Co. and Mr. 
Les Todd of Todd Realty, who 
achieved the highest number of 
points in the months of May and 
June respectively. 


Red Deer Board meets 
Mr. Stan Melton and Mr. W. F. 


Johns, president and secretary of 
the Alberta Association attended 
an enthusiastic meeting of the 
Central Alberta Real Estate Board 
in Red Deer June 24th. 


Realtors in Red Deer were well 
represented, and many agents from 
the surrounding district were pre- 
sent. Mr. Melton indicated in his 
talk that Eddie Wiseman and Frank 
McKee were obviously doing a fine 
job on behalf of organized real 
estate in the Red Deer area. Mr. 
Melton reported to those present 
what the Canadian Association is 
doing and hopes to do for their 
members. He gave particular em- 
phasis to the Correspondence 
Course to be sponsored by the 
C.A.R.E.B. which will lead to a 
degree in the Institute of Canadian 
Chartered Realtors. 


The Red Deer Board heartily en- 
dorsed continuing the A.R.E.A. 
Educational Course on the Provin- 
cial level, and went on record as 
favouring an examination prior to 
licensing based on the fundamen- 
tals and principles of real estate 
practice and the Provincial Act. 


S. S. STEVENSON 
& CO. LTD. 


Refer your clients moving to 
Winnipeg to us. 


We specialize in the sale of homes 
in the best residential areas. 


231 Curry Bldg. Winnipeg 


* PROFESSIONAL SERVICE 
Appraisal, Property Manage- 
ment and Realty Finance, under 
the direction of: 


W. H. SHORTILL, B.Com. 

O. HODGKINS, S.LR. 

J. I. STEWART, B.A., M.ALL. 

G. I. M. YOUNG, B.Se., A.R.I.C.S. 


Brokers’ Co-operation Invited 


SHORTILL & HODGKINS 
LIMITED REALTORS 
2781 Yonge Street - Toronto 

MA. 1111 


Real Estate General Insurance 


Appraisals 


U. G. REAUME LIMITED 


Property Management 


Canada Trust Bldg., Windsor, Ontario 
CL. 4-9289 


ROY LIMITED 
Founded 1896 
REAL ESTATE 


RESIDENTIAL 
COMMERCIAL 
FARMS 
INSURANCE 
PROPERTY MANAGEMENT 


Roy Building - Halifax, Nova Scotia 


THE CANADIAN REALTOR IS 
AN EXCELLENT MEDIUM FOR 
YOUR REAL ESTATE AD. SEE 
OUTSIDE BACK COVER FOR 
DETAILS. 





President Bert Katz has this to 
say about the new Canadian Realtor: 
“Best wishes for every success on 
the adoption of the new format. 
The Ontario Association has already 
indicated its co-operation and ap- 
proval by merging its own official 
publication with the Canadian As- 
sociation’s. Congratulations to the 
executive committee of the Cana- 
dian Association of Real Estate 
Boards for the despatch with which 
the change-over has been accom- 
plished. The new magazine should 
be a credit to organized real estate 
in Canada.” 


Harry Machina reports 
from Windsor 


In recent years, real estate brokers, 
especially the realtors, are being 
recognized and called upon more 
and more by city and government 
officials to perform important tasks. 
This comment is made by Harry 
Machina of the Windsor Real Estate 
Board in his monthly summary of 
what’s doing in Windsor. In Wind- 
sor, Mr. U. G. Reaume, who re- 
cently appraised the C.I.L. property 
for Windsor, also was called upon 
with Mr. A. E. Markley to appraise 
the property purchased by the 
Department of Transport for the 
recent expansion of Windsor air- 
port. 

The Windsor Real Estate Board 
has also been given the responsibility 
of looking after the emergency 
lodging of Civil Defence, with Fred 
Corp as chairman in charge of the 
committee. Realtors such as Alex 
Duda (chairman of the Windsor 
Board) are on the City Rent Con- 
trol Board. Alex Hoffman, who 
recently changed his residence from 
Windsor to La Salle, is now on the 
Town Planning Board of that town. 
Charles Stroud in Sandwich West 


is also on the Planning Board and 
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wonderful work has been done in 
getting the contractors to put in 
curbs as well as paved streets. 


Charlie tells me, says. Harry 
Machina, that the Town Council 
with the planning board is pressing 
the Ontario Government to insist 
on the builders installing sanitary 
sewers as well as storm sewers. Keep 


up the good work Charlie! 
The Windsor Real Estate Board 


had its annual outing and golf 
tournament at Kingsville Golf and 
Country Club. George Robarts and 
C. F. Smith were in charge of 
arrangements. Prizes were given for 
the best golfer, horseshoes, checkers 
and cribbage. George Robarts won 
the prize for the best golfer but the 
storm hasn’t settled yet as to who is 
the best horseshoe pitcher. C. F. 
Smith says he was robbed. 
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THE ONTARIO REALTOR 


EXECUTIVE COMMITTEE 


Bert Katz, President, Ottawa 

C. R. Whitney; Vice-President, Kitchener 
Regional Directors: F. C. Corp, Windsor; L. J. . 
Smythe, Hamilton; W. J. Nix, Toronto; R. J. 
Flatt, Fort William; F. N. McFarlane, Ottawa. 


H. W. Follows, Secretary-Treasurer, 
1883 Yonge Street, Toronto 


Ontario Section Editor, F. N. McFarlane 


After the T-bone steaks, the boys 
finished the party at Bob Hyland’s 
cottage at Cedar Beach. Thanks 
again Bob, for the use of your cot- 
tage. Is it still in once piece? 


In talking to some of the older 
realtors, I am of the opinion that 
their biggest beef is the attendances 
They 
think these could be larger in the 
future. Let’s try it and see what 


at board business meetings. 


happens. 


Date to remember! 


Attention Toronto realtors. The 
Toronto Real Estate Board will hold 
and 
dinner, September 9, at Scarborough 
Golf Course. Tickets are still avail- 


able. 


its annual golf tournament 
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Many years of service to organized real estate in Hamilton. The 


above are all past presidents of the Hamilton Board and represent a 


tremendous amount of service. 


Left to right: Back Row, John J. Bridge- 


house, J. M. Lounsbury, L. J. Smythe, George M. Truman, R. W. 


Dodson. 
C. D. McKay. 


Front Row, M. H. Lounsbury, P. A. Seagrove, P. J. Dodson, 



























Older realtors will recall the con- 
ditions of the past in the real estate 
business and can make comparisons 
with to-day. They can apply their 
old techniques to present day con- 
ditions. The newer people in the 
business are not so well equipped 
to cope with changing conditions, 
for they do not have the memories 
of the good old days when business 
didn’t come so easily. 












Before the war and during the 

1929-1939 depression, listings were 

OD quite plentiful and there were lots 

Mm of real bargains. By that I mean 

sacrifices in price, hardship sales, 

mortgage foreclosures, tax sales. 

Lots were plentiful and sold at less 

than the assessed value, if they sold 

at all. There were so many distress 

sales of residential properties that 

prices were greatly depressed, indus- 

try was not active in those days and 
there was much unemployment. 
















Buyers of Real Estate were scarce. 
Let us look at real estate in per- 
spective 30 or 35 years ago when 
real estate boards were not known. 
There was no ‘Code of Ethics,’ 
there were no ‘Standards of Prac- 
tise. The commission that a real 
estate broker earned was just an 
amount that he could arrange equit- 
ably with the vendor and if another 
real estate man wished to cut his 
commission that was his business 
and his business only. You didn’t 
need to have a license to operate 












Province in Canada in those days. 
Anyone who fancied himself as a 
negotiator could arrange deals at 
whatever compensation he could 
get. This is still true in provinces 
where no licensing law exists. 
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ONTARIO SECTION 


purchasers — now 


“You never had it 


So Good’ 


in the real estate business in any ° 








There was a time when the Real Estate 
business was tough — no fixed commissions 


— no associations — and very few real estate 


About 30 or 35 years ago real 
estate boards in Canada came into 
existence. Since that time they have 
been extended from coast to coast 
and subsequently these Boards 
formed themselves into Provincial 
Associations and finally our present 
Canadian Association of Real Estate 
Boards which, is a national associa- 
tion of local boards. 


It has taken a lot of work by a 
great number of people who are 
interested in the real estate business 
to effect our present day standard. 
In fact each year the standard is 
being raised to a point where now 
we are being recognized as reput- 
able people and Realtors are known 
to be operating along professional 
standards and thereby our business 
has become a profession. The com- 
mission was raised from an uncer- 
tain quantity to 2125 ¢ on residen- 
tial property in centres. 
Through the efforts of local real 


estate boards it was then increased 


some 


to 314% in these centres. Brokers, 
through their association with each 
other in real estate board matters, 
came to trust each other and work 


This standard 


missions was maintained. The stan- 


together. of com- 


dard of ethical practice was main- 
tained. Later they decided that 
they required more education to 
keep pace with the advancing times. 
Education in the real estate busi- 
ness has advanced greatly in the 
past 5 or 6 years. Yes, day by day, 
year by year, our professional 
standards and practises are becom- 
ing better and better. So, it is true 
to say that “You never had it so 


good.” 
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Optimism is the keynote of this 
article contributed by Ernest J. Oliver 
of Ernest J. Oliver Realties, Ottawa. 
Mr. Oliver has been president cf the 
Ottawa Board, the Ontario Association 
and the C.A.R.E.B. 


During different phases of our 
business the time of the 
depression until now there have 
been constant changes in conditions. 
We came out of the depression into 
World War II. There was created 
a slightly greater 
homes, a greater demand for busi- 


from 


demand for 


ness property and gradually as the 
war wore on, industrial sites and 
factory properties became 
and the industrial and commercial 
end of our business improved gradu- 
ally but very materially. 

Then came the advent of rent 
control. found with the 
movement of troops and personnel 
from various sections throughout 
the country that certain areas where 
war production or service personnel 
were concentrated there became a 
shortage of housing thus occasion- 
ing the need for rent control. 

I heard certain Realtors at that 
time say that the real estate business 
was going to go completely to the 
dogs. The Government was going 
to control our every action. But a 
calamity did not occur. 

The Realtors who ..ere success- 
ful merely dealt with the situation, 
as they found it by keeping alert to 
new methods and changing with 
conditions as chose conditions 
changed. Although there was a 
scarcity of houses for sale where 
possession was possible, they scouted 
around to get a few houses where 

possession was available. The net 


active 


It was 
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See 























Many realtors have 
found the general in- 
surance business a pro- 
fitable sideline to real 


estate. 


Our group of indepen- 
dent companies pro- 
vides the necessary fa- 


cilities. 


WE WILL FORWARD 
INFORMATION ON AGENCY 
APPOINTMENTS ON REQUEST 


Massie and Renwick Ltd. 


COMPANY MANAGERS 


800 Bay St. : Toronto 















Place Your 
Real Estate Listings... 


In Southwestern Ontario’s 
Most Active 
Real Estate Advertising Medium 


THE LONDON 
FREE PRESS 


London - Ontaric 


Over 300,000 advertisements and 
more than 600,000 lines of adver- 
tising to sell businesses — farms — 


land — houses were placed in The 
London Free Press Real Estate 


Classifications last year. 


Daily Circulation 
96,300 


“NEVER SO GOOD” 


Continued 


result was that it was not necessary 
to advertise a house. You merely 
got it listed. Then by the grapevine 
people came into your office and 
bought the house and were quite 
prepared to pay a premium to get 
possession. Even with rent controls 
in effect, and, due to the dire need 
on the part of individuals, quite a 
flourishing demand existed. As war 
production stepped up, unemploy- 
ment became almost non-existent. 


It was then that new home build- 
ing started on its way. Canada had 
emerged from the depression and 
was advancing once more into what 
has turned out to be 15 years of 
the greatest advancement our coun- 
try has ever seen. 


As a result of two World Wars, 
and particularly World War II, our 
production of munitions and the 
advancement and development of 
our industries has made Canada an 
industrial nation, instead of an 
agricultural one, which we were up 
to World War I and II. We have 
advanced so much that even with 
a population of only 14 or 15 mil- 
lion people we are now the fourth 
ranking nation in world trade. 


During the time of this advance- 
ment over a period of about ten 
years, Canada’s population has in- 
creased about 22%. Canada is on 
the march. And Canadian realtors 
really never had it so good. 


Don’t forget that during the de- 
pression years and for sometime 
thereafter properties were selling at 
very low prices, the average sale in 
some major communities being 
approximatly $8,000.00 whereas 
now the average sale is more likely 
to be $13,000.00 to $14,000.00. And 
remember we still receive the same 
rate of commission that we were 
receiving on the lower figures. Sales 
have been much more active into 
the bargain. Canada is growing. 


Canada, in my opinion, is the 
most favoured nation in the world 


‘and I believe this is the opinion of 


most Canadians. We should be 
thankful that we live in a demo- 
cratic country where the fruits of 
our labours can be directly felt and 


U. S. FUNDS 
FOR CANADIAN 


REALTY INVESTMENTS 


TANKOOS YARMON 


LIMITED 
REAL ESTATE BROKERS 


320 Bay Street, Toronto 1, Ont. 


EMpire 3-5086 





we can have some say in the destiny 
of our country. Speaking of Can- 
ada’s destiny and also Canada’s 
advancement over the past number 
of years, it is my opinion, that real 
estate men have contributed greatly 
to this advancement. They are 
dealing with the land which is Can- 
ada and the improvements thereon. 
They have been a means of assist- 
ing greatly in the forward march 
that we are making as a nation. It 
is our duty as Realtors to improve 
our service to the community and 
to Canada and to constantly strive 
to equip ourselves to do our job 
better and more efficiently. 


Just a word about new Canadians. 
Many new Canadians have come to 
settle here and for the most part 
they have been found to be indus- 
trious and capable pe ple. They 
expect nothing from Canada except 
an opportunity to work and provide 
a decent home for their families 
in good surroundings. Let us adopt 
them and assist them in every way 
so that they may more quickly 
establish themselves as good Can- 
adians. 





PCH RAE © 
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We will encounter changing con- 
ditions in the future, many differ- 
ent phases will occur. As time goes 
on we should be every watchful and 
anxious to improve ourselves in our 
chosen profession. We owe it to 
our community, to Canada and to 
ourselves to be efficient. Let us do 
a good job, take an active part in 
our community and national life. 
We are engaged in the biggest busi- 
ness in Canada. We do a larger 
volume of business than any other 
industry. We are handling trust 
funds which are the life savings of 
most Canadians who buy homes 
or business properties. We must 
be equipped to give sound advice. 


Just because “we never had it so 
good” is no reason why we should 
rest on our laurels and take life 
for granted. Let us march forward 
with Canada, in an efficient manner. 
Canada’s 
caused by inefficient workmanship 
on the part of industry, but rather 
by expert technicians who have 
carved a nitch in the world for the 
efficient handling of any problem 
that presents itself. We should be 
proud of the National Research 
Council where many top war devices 
were invented, and the technical 
and scientific ability of industrial 
management and labour experts. 
These experts are leading our coun- 
try to the front in world trade. 
Their efforts have produced the 
effect of building Canada into what 
it is today. 


advancement was not 


Let us take an active part in the 
affairs of our nation and our com- 
munities. Let us train ourselves and 
equip our offices and our staffs to 
render a more efficient service, in 
the big job we have to do for Can- 
ada, in the future. Yes, “you never 
had it so good” but by way of 
warning prepare yourself for the 
future. Canada’s population may 
double in the next twenty-five years, 
are we going to be prepared for this 
expansion and development? 


Last but not least, live up to our 
"Code of Ethics,’ which is based on 
the quotation that has stood the 
test. “Whatsoever ye would that 
men should do unto you, do ye also 
unto them.” Be Truthful. Be Fair. 
Be Honest. If you do this you will 
always be able to say “I never had 
if so good.” @ 
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STATISTICAL SURVEY 


Continued 


The supply of mortgage funds 
available for both residential and 
commercial properties is greater 
than in 1954, with interest rates 
on conventional loans _ tending, 
throughout the country, to be 
slightly lower than in 1954. 

The average conventional first 
mortgage loan placed on residential 
and commerical properties runs on 
an average about 50% of value. 

Most centres reported increased 
municipal taxes in 1955 over 1954. 

In conclusion, I would like to 
thank Norman McFarlane and his 
committee for the splendid job they 
have done. Thanks are also due 
to all the local boards for their help 
in filling out the questionnaires. 
Without them the report would 
have been impossible. © 

J. A. WEBER 


ARE CONVENTIONS 
WORTHWHILE? 


the particular convention and the 
particular people. 

To be specific, let’s look at this 
question of conventions from the 
real estate man’s point of view. Is 
it good business for him? Will he 
learn from them? 


Continued 


Conventions necessary 
The condition of the real estate 


business in Canada today and the 


stage reached in its development, 
makes attendance at conventions 
seem almost a necessity. Why? 
Let’s survey the facts. 


The facts 


Real estate is not a manufactur- 
ing business. It is a service. As 
such, every realtor or salesman has 
more to learn about the techniques 
of the services he offers. He can 
learn these at conventions because 
he can draw there on the experience 
of others. 

Real estate is coming of age. It 
needs urgently a professional stand- 
ing. This standing can be greatly 
encouraged by conventions and get- 
togethers. The implications of 
these affect the public at large. By 
virtue of the publicity accruing from 
conventions, the real estate busi- 
ness is given added prestige. 

Then too, personal contact is in- 
creasingly important to those in the 
business. The whole trend of real 
estate selling today can be summed 
up in the word “co-operation.” 
Multiple listing or co-op is the best 
example of this, but what holds 
good on an organized group level 
holds good also on an individual 
level. 

Lastly, real estate conventions are 
vital because they focus attention on 
real estate boards. The real estate 
business needs its boards, local, pro- 
vincial and national. For they en- 
courage, protect and police the 
business. Conventions strengthen 
boards. Strong boards strengthen 
realtors. @ 
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MONEY MONEY 
Who Has The Money 


Ontario Real Estate dealers have evi- 
dently proved the fact that Star 
readers have the money — ready 
money to invest in profit making “In- 
vestment Properties”. That is why in 
the first 6 months of this year they 
have placed more than 3 times as 


many Investment Property ads in The 
Toronto Star, as they have in the 
other evening paper. 


To make an advertising Investment 
with a quick return, call or write— 


The Toronto Star 


80 KING STREET W., TORONTO 
EMpire 8-3611 





Printing produced under ideal con- 
ditions by a well-trained staff with 
versatile skills is much better 


equipped to achieve results. 


Whatever you require, be it offset 
or letterpress, a short consultation 
with one of our representatives 
could quite easily save you many 
hours and thus assure you of 


greater value for your printing 


dollar. 


NORTHERN MINER PRESS LIMITED 
116 Richmond Street West 
TORONTO 1, CANADA — EMPIRE 8-3484 





APPRAISAL SECTION 
Continued 
praisal Institute of Canada is directly due to the 
unselfish sharing of the fruits of their work and study 
by these organizations and prominent individuals 


_ connected with them. 


City property evaluation 


The institute, as previously mentioned, came into 
being because of the problems of the farm. But these 
problems gradually lessened with the return of rain, 
crops and prices. With this improvement in the farms 
our cities and industries began to develop and the 
needs of war made themselves felt. As a result 
the interests of the institute gradually turned to the 
problems of property valuation in the cities. 

This created the opportunity for a widening of 
the scope of the institute’s influence and presented a 
chance for the institute to live up to its name and 
interest itself in all aspects of appraisal and land use. 

With this development many real estate people 
began to appreciate that a study of the economy of 
real estate, use of proper tools in considering it, and 
the use of group study and opinion were invaluable 
to them and they devoted time and energy to the 
institute. 

It is certain that in future years the real estate 
men will become the dominate body of members of 
the institute and quite properly so, for they are the 
men who do most of the fee appraising. 

Demonstrating the growth of realtor interest, the 
recent annual meeting of the institute, held in Van- 
couver, elected as president, Mr. Irving Cristall, who 
is connected with the prominent real-estate firm of D. 
Slater & Co., and as vice-president, Mr. Andrew 
Turpie, of the real estate section of Osler, Hammond 
and Nanton, both of Winnipeg. 


Need for trained appraisal 


Not only are the real estate men and fee appraisers 
becoming aware of the necessity for a professional 
standing but strangely enough, many of the people 
who hire appraisers are even more aware of the neces- 
sity for an appraisal by a trained man. Executives of 
large business, governments and others who are re- 
quired to base decisions on a reasonable opinion of 
the value and use of real estate are reporting that they 
cannot find a sufficient number of qualified appraisers 
to do their work. 

The attitude of the users of appraisers has changed 
with the recognition of the importance of the work. 
At one time appraisals were fairly casual and the fees 
low. Now people are ready to pay substantial fees 
in keeping with the professional approach which they 
expect. 

Not too many years ago an appraisal consisted of 
a letter stating the appraiser’s opinion of value to- 
gether with a bill for $10 to $50. Now an appraisal 
consists of many parts, with justified opinions by the 
appraiser and analyses of every aspect of the prop- 
erty. In some parts of the United States fees run 
from $100 to $150 a day for the appraiser’s time. 

The Appraisal Institute membership includes many 
who have not qualified as professional appraisers but 
who have taken advantage of the educational facilities 
and studies to improve their own work. However, 
the number qualifying has increased rapidly and is 
increasing. For example in the City of Ottawa there 
are at the moment 37 men who have written one or 
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APPRAISAL SECTION 


more examinations towards their degree but who have 
not yet completed all their requirements. 


Continued 


Across Canada there are over one hundred in the 
process of qualifying as professional appraisers. It 
seems reasonable to expect that by the end of the year 
there will be over two hundred completing the degree 
of the institute and these men will be spread from 
the West Coast to the Maritimes. 


New chapters forming 


Just as the membership is spread so new chapters 
are forming wherever a group is interested. Recently 
there was an inquiry from a small group in New Bruns- 
wick. A new chapter is forming in Montreal and at 
Victoria. There are now six chapters in Ontario. 
Western Canada has had chapters in the principal cities 
ever since the institute was organized. On the whole, 
the chapters have been running their own educational 
courses. In several places, however, universities have 
recognized that these studies are an important and 
integral part of our economy, and are formalizing 
these studies into permanent courses. 


The courses are designed to educate the student 
and prepare him to sit for the formal examinations of 
the institute. Many who do not take the examinations 
find that the courses do give them knowledge of tech- 
niques and information on real estate that they cannot 
get in any other way. Most courses include a type of 
case study in which complete data is assembled after 
which the techniques for analysing and converting 
the data into a reasonable proved opinion are de- 
veloped. Values are carried through to a conclusion 
and the course gives a student a thorough look at 
the theory and mechanics of appraisal. 


From necessity and geography the headquarters 
of the institute has been in Winnipeg, where Mr. W. 
J. Smith, has been secretary for a number of years. 
With the growth outward across Canada it may be that 
the coming years will require some new method of 
administering the organization. In 1955 the institute 
held its annual meeting in Vancouver. This is the 
first time the institute has held this function away 
from the prairie provinces. , 


As the body of membership grows it would seem 
logical that this trend will continue. The need for 
regular conferences will no doubt develop and because 
of the widespread membership, regional organization 
will come about even faster. 


Maturity 


So through the years this hesitant infant born in 


1937 has grown now through its adolescence and is 
about to mature. 


It should be emphasized again that the early 
membership and early development was achieved 
largely by men employed by the Life Insurance Com- 


panies, the Trust and Mortgage Companies in Western 
nada. 


It is certain that the Appraisal Institute could not 
possibly have been developed without their sympathetic 
help and encouragement. They not only gave emo- 
tional help but they allowed their men time and cash 
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CHAMBERS & MEREDITH 


Limited Realtors 
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to attend to the business of the institute. They have 
never faltered in their support. They have made 
possible the institute’s continued existence and should 
receive credit for its growth. 


Professional appraisers are beginning to receive 
recognition both by the courts, legal profession and 
others who use their service. 


In the United States some leases which provide 
for renewal after a number of years at rent based on 
valuation, are actually including a clause that the 
valuation must be made by the holder of the profes- 


sional degree of M.A.I., (comparable to our Canadian 
degree). 


This is a development which will grow as the users 
of appraisal become more aware of the value of the 
professional appraiser. It is not unreasonable to pre- 
dict that the day is coming when the profession of 
Appraisal will be recognized as are engineering, law, 
and accountancy. One can see a time when all large 
investments, particularly investments of trust funds 
which are going into real estate, will be required to be 


b-sed on an appraisal by a degree-holding professional 
appraiser. 


If the present fee appraisers are to take advantage 
of this opportunity it is important that the number 
of qualified fee appraisers be built up at least as 
rapidly as the demand for their services develops. 
Today the number of fully qualified professional ap- 
praisers is considerably less than needed and all young 
men starting in the real estate business would be well 
advised to seek this standing as a real road to success. 
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PRESIDENT’S REPORT 


Continued 


Finance Committee 


The Finance Committee Chairman Goodwin Gibson 
and his Committee have been doing an excellent job 
so far this year, and while their work is of a nature 
that does not make for too much news, nevertheless, 
their constant review of financial matters is invalu- 
able to the work of the Association. 


Conference Advisory Committee 


This is another Committee under the chairman- * 


ship of Goodwin Gibson. It has been doing a lot of 
work and is now in the process of assembling a report 
that should prove invaluable in future years, for those 
boards handling the Annual Convention. 


Term Realtor and Fact Finding Committee 


Another unsung hero, who is doing yeoman work 
is Regional Vice-President Pat Harvey. 


He is making slow but sure progress towards get- 
ting the term “Realtor” registered in proper form. In 
addition he will have a comprehensive report to submit 
to the Annual Meeting in connection with the Fact 
Finding Committee, set up to deal with the resolution 
passed at the Annual Meeting in Niagara, dealing with 
slum clearance, public housing, etc. 


1956 Conference 


The 1956 Conference will be held in Halifax on 
October 1, 2 and 3rd. 


Housing and Statistical Committee 

- By the time you read this, Norm. McFarlane and 
his Committee, will have published the annual survey 
of real estate trends. This too, represents a lot of 
work by the Committee and is an extremely useful 
report for all Realtors. 


This is 30 for this time, see you all in Edmonton 
in September. © 


NEW INSTITUTE 


Continued 


A limited number of students who cannot qualify 
under the admission requirements, may be admitted 
because of extensive experience in real estate. Such 
cases will be decided by the Institute Advisory Com- 
mittee. 






Where to enrol 


Enrollments must be addressed to H. W. Follows, 


secretary, Canadian Institute of Realtors, 1883 Yonge. 


Street, Toronto, Ontario. 


Course Fees 


The fee for the first year is $100.00 per student. 
This fee does not include the cost of prescribed text 
books or examination fees. 
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Economics: 


Designations 

Students passing the necessary examinations may 
be admitted to membership in the Canadian Institute 
of Realtors. Membership in the institute will carry 
with it the privilege of using certain designations. Fuller 
details regarding these designations will be published 
after the first annual meeting of the institute to be 
held at the annual conference of the C.A.R.E.B. in 
Edmonton, September 17-21, 1955. 


ist YEAR SUBJECT 


Brokerage: Topics 


Lesson I — Introduction to Real Estate Brokerage. 
The Essentials of a Properly Organized and Equipped 
Brokerage Office. 

Lesson II — Types of Listings and Authorities to 
Act. Pertinent Information Required. Securing Listings. 

Lesson III — Various Real Estate Contracts. Agree- 
ments of Sale, Options, Exchanges. Leases. Standard 
Clauses Used in the Various Contracts. 


Law: Topics 

Lesson I — Introductory, Sources, Development, 
Divisions of the Law and Social Order, Legislative 
Power. Courts of Justice. 

Lesson II — Elements of Contract. Preparation 
and Interpretation. 

Lesson III — Agency Law. Legal Problems of 
Business Organization. Legislative and Executive 
Supervision of Real Estate Transactions. 


Lesson IV — Quebec Practice in Real Estate trans- 
actions 


Appraisal: 


Topics 
Lesson I — Introduction, Principles Relating to 
Valuation. Part Appraisal Plays in the Brokerage 


Field. The Three Approaches to Value. 


Lesson II — The Market Data Approach. Basis 
of Application. Organization and Procedures. 


Accounting: Topics 


Lesson I — Introduction to Accounting. Theory 
and Practice. The Double Entry System. The 
Accounting Cycle. 


Lesson II — Adjustments necessary for prepara- 
tion of financial statements. Receipts and payments 
vs Revenue and Expenditure. General Journal. Petty 


Cash. Bank Reconciliation. 
Property management: 
Topics 


Lesson I — Introduction to Management. Credit 
Collection. 


Topics 


Lesson I — The Determinants of National Income. 


Underlying Conditions of Wealth. 
Operation of the Price System. 


Function and 
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» Canadian Association of Real Estate Boards 


12th Annual Conference 


Saturday, Sunday, Monday, Tuesday, Wednesday SEPT. 17th to 2st 
MACDONALD HOTEL, EDMONTON, ALBERTA 


CONFERENCE REGISTRATION 


TO: Mr. Don Reid, Registration Chairman, Please indicate in the space provided below, the 
c/o Don Reid Real Estate Co., exact way in which you would like your name to appear 


11563 Jasper Ave., on your identification badge. 
Edmonton, Alta. 


| plan to attend the conference, and enclose my 
to cover the Registration I nin eriercnncinneemeeerninrrieeenptenteitetenintienioaes 
Fee. It is understood in the event | am unable to attend, 
{this advance fee will be refunded to me. 
L.A Registration Fee: Brokers 
Salesmen and Salesladies ___. 
Wives of Delegates 
Daily Registration 


Registration fee includes all Business Sessions—Western RN ccicaciebciagnincmnaiietdiias 
Night—One Luncheon—All Receptions—Final Banquet— 
Entertainment. 


Make cheque payable to: Canadian Association of Real 
Estate Boards. 


Canadian Association of Real Estate Boards 
RESERVATION Twelfth Annual Conference, Sept. 17, 18, 19, 20, 21, 1955 


NOTE: All Convention Meetings at Macdonald Hotel 


s ana ae mm Rc a a a he, 
Hotel reservations must be made 


on the special hotel reservation 
card and mailed direct to the 
Macdonald Hotel, Edmonton, 
Alberta, to be received by them 
before September Ist, to assure 


you of accommodation. Please PLEASE CHECK V TYPE OF ACCOMMODATION PREFERRED: 


be specific, state date and time [_] Double-Bedded Rooms (2 persons) $10.00 to $12.00. 
ag of arrival. Mail it now! 


(-] Twin-Bedded Rooms (2 persons) $10.50 to $12.50. 
[-] Studio Rooms (Twin Beds - 2 persons) $13.00. 
[] Bed-Sitting-Rooms (Twin Beds - 2 persons) $14.00 to $15.00. 


eae ly 200 Rooms have been set aside for your Convention. Reservations will be honoured and 


acknowledged in the order received. 





DOES THIS 


Answer your Questions! 


What is the 


It is the official organ of the Canadian Association of 
Real Estate Boards, the Ontario Association of Real 
Estate Bocrd and the Alberta Real Estate Association. 


It is a@ monthly publication 
provinces and carries news 
organizations in each province. 


realtors in all 10 
activities of realtor 


serving 
and 


It is dedicated to the service and increasing prosperity of 
realtors across Canada. 


Why your real 


It will enable you to sell on a provincial and national 
scale and bring to you transactions from outside your own 
territory. 


Your industrial, commercial and residential listings in this 
magazine perform a national co-op function. 


Canadian Realtor ? 


It is the voice of organized real estate and will have a 
profound influence in establishing the real estate business 
on a professional basis. 


It is the sounding board of the Canadian real estate 


’ business and as such will be active in promoting legislation 
* that will protect and benefit your business. 


IT 1S YOUR MAGAZINE 


estate Ad will pay off 


The advertising of your name will establish Canada wide 
business contacts and opportunities. 


The Canadian Realtor is building an increasing circulation 
among American investment and real estate interests. 


Advertising Rates 
Advertising is-divided into classified and display. 


CLASSIFIED — Column width, 2% inches. Cost per DISPLAY — A special one column (2% inches) by 
insertion $7.50 a Column inch. 10% discount on 
each additional inch up to and including 3 inches. 
Cheque should accompany advertising copy. Adver- 
tisements should reach the publishers no later than 
the 7th of the month of publication. 


2 inches deep advertisement is available for pro- 
fessional card type listings at $16 per insertion 


per issue. 


OTHER DISPLAY RATES 


One Time 

$140.00 
118.00 
84.00 
64.00 
59.00 
40.00 
30.00 


Per Insertion 6 Times 


$125.00 
104.00 
74.00 
57.00 
52.00 
35.00 
27.00 


12 Times 


$110.00 
99.00 
64.00 
54.00 
47.00 
30.00 
24.00 


Ne a ane cc ee ee 
Two-thirds - page 

Half page 

One-third page 

One-quarter page 

One-sixth page 

Cne-eighth page 


Circulation 


The Canadian Realtor guarantees a minimum circulation of 
5,000 copies distributed to every member of Canadian Real 
Estate Boards, and to Canadian «.d American real estate 
investment firms. 


Deadline 


Display advertising copy to reach the publishers no later than the Ist 
of the month of publication. 


All advertising copy to be mailed to;— 


The Canadian Realtor 
Box 66, Toronto 18, Ontario 









